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G4S Global Market Coverage

NORTH AMERICA
* 2015 Revenue share: 20%
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M Emerging markets
M No presence

LATIN AMERICA

* 2015 Revenue share: 10%
+ Employees : 79,300
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+ Employees : 54,900 wane

UK & IRELAND

* 2015 Revenue share: 23%
. Emplo_yees:30,500
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» 2015 Revenue: 6.4Bn
 Employees: 610,000

* Employees : 128,000

e 2015 Revenue share: 7%
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ASIA MIDDLE EAST

* 2015 Revenue share: 19%
+ Employees : 256,200
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G4S in the UK & Ireland

Central Gov’t o o
Cash : Monitoring Secure Facilities
: & Public . :
Solutions Technologies Solutions Management

Services

e Cashand * Prisons * Electronic tag * Monitoringand < Hard/Soft
valuables in e Secure Training manufacture response Services
Transit * IRC’s * Software * Manned and e Building

* Cash * Police Services development mobile security Management
Management * Welfare 2 work and support services e Catering

Annual Turnover 2016

£250M £400M £20M £450M £250M
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G4S Procurement in the UK G{s

£500M p.a spend with suppliers and sub-contractors
4,000 suppliers (100 = 80% of spend/75% SME’s)

Corp Services/Temp Eabour
FM & Food Services
m Fleet, Fuel & Logistics
Equipment and Maintenance
®m Property & Energy
Teleco & IT




Historic Challenges for Procurement

Pre-2015:

Federalised business units, with distinct
cultures, different operating models and
finance systems.

Local buying teams providing
procurement for compliance with a
tactical approach to buying

Group strategy of revenue growth as a
priority.

Major supplier selections often decided

by Commercial teams as part of major
bids.

Post-2015:

Greatly reduced headcount

P&L traceability for Procurement savings
Business disposals/SG&A transformation
Brexit (Inflation/new suppliers)

System issues resulting in delays to
supplier payments
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The ‘Lazy Buyer’

Remote buying and limited change
management

Contract extensions vs. true Market testing
(not benchmarking)

One dimensional sourcing strategy
(20/40/40)

Outsources, specification creation to
supplier

Procurement as a process (Disengagement
post contract signature)

Limited supplier relationship management
(Meeting on with an issue)




The ‘Complacent Supplier’

Convincing the customer to not
market test but extend it’s
contract

Divide and Conquer

De-Comoditisation of goods
and services

Margin recovering during the
contract lifecycle

Spec build involvement



Becoming a trusted business partner

Stakeholder Management (Trusted business partner) A credible buyer

Credibility (Do they respect you, do they trust you?) * Market credibility, suppliers to want to win (not

* Develop a real relationship and trust with the just bid). The cost to bid on can be high in not just
business, understanding their organisation its cost but also opportunity costs.

goals, people, challenges and risks.
* Supplier engagement, is there real and open

Business Partner dialogue with the supplier at the right level (not
* Create a culture where Procurement is seen as just a meeting to discuss operational/commercial
enabling their business to change traditional mind- issues).
sets.
* Relationships, Does the supplier see the business
Team working (Procurement as a project manager) as a true preferred customer. Is the relationship,
* A complex tender process, requires significant transactional or genuinely strategic.
business involvement, as it is the business the
supplier often listens too  The TCO Iceberg. What else does the supplier
provide and how can these be decouple/mitigate
Agility before a tender. (reciprocal trading/CSR/teaming
* Change management is time-consuming, the agreements etc)

tender process (RFP/Governance) must be prompt
to enable the business to invest in stakeholder
engagement .



